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=) What is Sales 
Representative?.. anew exam 


known as "Salesforce Certified Sales 
Representative," which became available on 
May 4, 2023. This certification is designed to 
| validate individuals’ proficiency in various key 
C E RTI F | E D areas related to sales. The exam will assess 
skills in Sales strategy, Planning, Customer 
Sales | engagement, deal management, forecasting, 
Representative Handling objections, negotiations, and customer 
success. By obtaining this certification, sales 
professionals can demonstrate their expertise in 
these critical aspects of the sales process, 
Showcasing their ability to driv8aSUCCESS TIEN 
outcomes and effectively engage with 
customers. wy 


The Importance of 
Preparation | 


Preparing for the Salesforce Sales Representative exam is crucial if you want to pass it on the first try. 
The exam Is designed to test your knowledge of Salesforce's products and services, as well as your 
ability to sell them to potential customers. Th= “hy it's important to study the Salesforce Sales 


aP to get a clear understanding of what to expect 


We have the newest Salesforce Sales Representative exam questions with correct answers that are 
perfect for making your preparation more effective. These questions cover all the topics that are 
included in the exam, such as Salesforce products and services, sales methodologies, and customer 
N tionship management. Our questions are designed to be challenging and, 

ass where you need to focus your study efforts. 


Representative exam questions with correct 
on the exam. 
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Check Free Salesforce Sales 
Representative Dumps Demo 


— Irene M. Pepperberg 


Question 1: 


A sales representative presents a solution and the 
customer is interested in moving forward. 

How can the sales Ey, the customer's commitment 
and close the deal? 

A. Negotiate to finalize the contract. 

B. Propose and schedule an additional demo. 

C. Develop a roadmap with complementary products. 
Answer: A 


Question 2: 


A sales representative is fulfilling an order using the 
Step-by-step instructions for that specific customer 
What are these By: known as? 

A. Fulfilment procedu 

B. Standard operating procedures 


C. Standard engagement steps 
Answer: B 


Question 3: 


In which way should a sales representative drive trust 
through professional competency? 

A. Asking questions to look for common interests, personal 
motivators, and hesita =) 

B. Collecting and processing information on products, 
competitors, and industries 

C. Understanding the buyer's experience in the market 
and years of service 

Answer: B 


Question 4: 


A sales representative is preparing a presentation to 
showcase the value proposition of their solution to a 


prospect. 

What should be the JU... of this presentation? 
A. To provide an in-depth analysis of the prospect's 
competitors and market trends 

B. To build credibility with the prospect using their public 
speaking skills and professional appearance 

C. To communicate how the solution addresses the 
prospect's pain points and needs, and delivers tangible 
return on investment (ROI) 


Question 5: 


A sales representative closed a deal with a customer 6 months ago. 
The customer is now experiencing issues with the solution and the 
sales rep is trying to asse he customer's realized value. 

What should the sales en =] 

A. Acknowledge the customer's concerns while trying to find easier 
customers. 

B. Reassess the customer's expected value based on the current 
Situation. 

C. Try to sell additional products or services to increase the realized 
value. 

Answer: B 


Question 6: 


A sales representative just closed a deal and wants to 
make sure the customer is set up for success. 

How can the sales o> ES the customer has a great 
experience with the pruuuct? 

A. Share other customer success stories. 

B. Recommend additional products and services. 

C. Provide timely support and training. 

Answer: C 


Question 7: 


A sales representative wants to avoid getting a price 
objection during a meeting near the end of the sales 
cycle. 

Which strategy helps imize price challenges? 

A. Showing a competitor pricing matrix during the 
meeting. 

B. Presenting a discount at the beginning of the 
conversation. 

C. Building in value-based conversation from the 
beginning. 


Question 8: 


A sales representative has a customer who is indecisive 
about the proposed solution and hesitant to close the 


contract. 

How should the sales El the customer to find 
the solution invaluable and close the contract? 

A. Offer promotional discounts. 

B. Bundle additional products. 

C. Extend a free trial. 

Answer: C 


Question 9: 


Universal Containers (UC) is starting its third fiscal 
quarter and wants to ensure its sales representatives' 
territory plans will en essful. 

Which activity should'v<~and its sales reps review mid- 
year to ensure success? 

A. Survey the sales team and get recommendations. 

B. Change plans to provide a fresh view on each 
account. 

C. Assess prospect and account quality to prioritize 
leads. 


Question 10: 


A sales representative plans to attend a large industry 
conference. 

How can the sales o> Es the largest return on 
investment for attendmy-the conference? 

A. Set up meet and greet opportunities with attendees. 
B. Develop a targeted plan and coordinate a series of 
touchpoints. 


C. Attend as many networking events as possible. 
Answer: B 


